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BUILDING RELATIONSHIPS THROUGHOUT YOUR CAREER
Business runs on relationships. Cultivating and 
maintaining the right relationships, therefore, are 
essential for enhanced career opportunities and 
practice growth. To build these relationships, the 
CPA needs to be skilled at meeting people and mak­
ing them feel comfortable, and in getting people to 
have confidence in his or her abilities.
Building a strong network of relationships is a 
career-long endeavor that requires strategies and 
skills. Both are important. It is simply not enough to 
have a strategy for developing business relation­
ships if you don’t have the skills to implement your 
plan effectively.
Practitioners who have established a network of 
relationships might consider mentoring staff mem­
bers in relationship-building techniques. This will 
help them throughout their careers because the peo­
ple a CPA needs to know and be able to call upon 
vary according to the stage of a person’s career and 
the disciplines, industries, and niches in which the 
individual specializes or has a keen interest. The 
relationship-building strategies of staff accountants 
are also influenced by the size of the firm where 
they work and the number of its partners or share­
holders.
To see what’s involved, let’s look first at some of 
the strategic aspects of cultivating and maintaining 
the right relationships, and then consider some 
essential skills and characteristics.
Visibility
Staff accountants in larger firms shouldn’t assume 
that the people who have influence over the direc­
tion of their career and promotion opportunities 
know much about them. Staff accountants need to 
become visible in the firm and will benefit from 
having a mentor strategize their career and business 
goals. The mentor should be someone who will help 
them focus on people they need to know at that 
stage of their careers and teach them how to market 
and sell themselves within the firm.
Visibility within client organizations is important 
to relationship building and client retention. Staff 
accountants can achieve some visibility by interact­
ing with comparable-level client employees. As peo­
ple progress in their careers, the aim should be to 
establish comfortable working relationships with 
the client’s financial officers and, ultimately, the 
president of the organization. The more contact 
members of your firm have with client personnel 
and the more favorably they are viewed, the more 
likely it is they can build strong, long-lasting rela­
tionships.
A surprising number of business and career 
development opportunities come from being active
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in the accounting profession on a local, state, and 
national level. Volunteers can demonstrate their 
leadership, team-building, and public speaking 
skills, and their ability to run effective meetings 
(and so on) while being observed by others in a fair­
ly risk-free environment. In addition, professional 
involvement often results in contact with other 
CPAs who specialize in areas that you don’t—areas 
that could be of value to your clients.
Of course, if you do specialize in certain indus­
tries, or wish to, make sure you are active in affili­
ated trade associations and that you know the key 
players at the local, state, and national levels. You 
also want to be a known resource for the media that 
cover those industries.
CPAs in the early stages of their careers shouldn’t 
overlook building long-term relationships by engaging 
in appropriate civic and community activities. As their 
careers progress, the focus of relationship-building 
activities should sharpen to include participation in 
organizations where targeted contacts are active.
The value of networking lies in the opportunities 
it presents to showcase your talents and build orga­
nizational, industry, professional, and personal 
relationships that may, at some future time, help 
you meet work-related goals. The quality of these 
resources and contacts can directly affect your value 
in the marketplace.
Knowing versus doing
Having knowledge of a matter is one thing. Being 
able to apply that knowledge is something else. 
Knowing the value of building and nurturing long­
term business relationships is one thing. Devoting 
the time and developing the skills to become com­
fortable and self-assured while networking is where 
most of us stumble. It doesn’t have to be difficult, 
but to be part of a business and career strategy, it 
needs to be planned.
Planning means that when you go to an associa­
tion meeting or industry function, you make a point 
of sitting with and getting to know new people. It 
means that when your firm holds an informational 
seminar for clients, potential clients, and referral 
sources, every effort is made to welcome, establish 
rapport with, and follow-up with each individual 
attending. It means using your business card as it is 
meant to be used—as a physical reminder of you, 
part of your marketing effort.
The interpersonal skills involved
People prefer to do business with people they like 
and trust. But what is it that makes us like some 
people and not others? How do we sense when a 
person is honest and trustworthy?
There are certain characteristics often associated 
with people we think would make attractive busi­
ness partners. Typically, such people
□ Possess strong character traits. They are clear 
as to their values and beliefs, and there is consis­
tency between what they value and how they 
behave. These traits are clear to others, as well.
□ Take personal responsibility for their attitudes 
and actions. They are focused on personal 
accountability for the outcome of their behavior.
□ Set and pursue goals. Their focus on personal 
effectiveness, coupled with a clear understand­
ing of the desired outcome, results in better time 
management and effective delegation.
□ Practice self-discipline. The ability to stay 
focused is the foundation of this trait. Self-disci­
pline is integral to consistency in behavior and 
action based on values and goals.
□ Embrace high standards rather than perfec­
tion. High standards enable people to perform at 
their best, rather than their being frustrated at 
not attaining the impossible. This characteristic 
translates into having realistic expectations of 
others.
□ Have a sense of fairness. They are consistent 
when applying rules and policies, and keep 
human dignity in mind. People with a developed 
sense of fairness look first to themselves before 
blaming others.
□ Are effective communicators. Communication 
skills rank second only to job knowledge as 
important factors in a business person’s success. 
The ability to listen and express oneself well are 
essential to influencing, persuading, and direct­
ing others.
(continued on page 7)
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Highlights of Recent Pronouncements
FASB Statements of the Financial 
Accounting Standards Board
No. 131 (June 1997), Disclosures about Segments 
of an Enterprise and Related Information 
□ Supersedes FASB Statement nos.
1) 14, Financial Reporting for Segments of a 
Business Enterprise, but retains the require­
ment to report information about major cus­
tomers;
2) 18, Financial Reporting for Segments of a 
Business Enterprise—Interim Financial
Statements;
3) 21, Suspension of the Reporting of Earnings 
per Share and Segment Information by 
Nonpublic Enterprises;
4) 24, Reporting Segment Information in 
Financial Statements That Are Presented in 
Another Enterprise's Financial Report;
5) 30, Disclosure of Information about Major 
Customers.
□ Supersedes FASB Technical Bulletin no. 79-8, 
Applicability of FASB Statements 21 and 33 to 
Certain Brokers and Dealers in Securities.
□ Amends:
1) FASB Statement no. 94, Consolidation of 
All Majority-Owned Subsidiaries, to 
remove the special disclosure require­
ments for previously unconsolidated 
subsidiaries;
2) APB Opinion no. 28, Interim Financial 
Reporting, to require disclosure of select­
ed information about operating seg­
ments in interim financial reports to 
shareholders;
3) Other existing pronouncements.
□ Establishes standards for:
1) The way that public business enterprises 
report information about operating seg­
ments in annual financial statements and 
requires that those enterprises report 
selected information about operating seg­
ments in interim financial reports issued to 
shareholders;
2) Related disclosures about products and 
services, geographic areas, and major cus­
tomers.
□ Requires:
1) That a public business enterprise report 
financial and descriptive information 
about its reportable operating segments;
2) That a public business enterprise report a 
measure of segment profit or loss, certain 
specific revenue and expense items, and seg­
ment assets;
3) Reconciliations of total segment revenues, 
total segment profit or loss, total segment 
assets, and other amounts disclosed for seg­
ments to corresponding amounts in the 
enterprise's general-purpose financial state­
ments;
4) That all public business enterprises report 
information about the revenues derived from 
the enterprise's products or services (or 
groups of similar products and services), 
about the countries in which the enterprise 
earns revenues and holds assets, and about 
major customers regardless of whether that 
information is used in making operating deci­
sions;
5) That a public business enterprise report 
descriptive information about the way that 
the operating segments were determined, 
the products and services provided by the 
operating segments, differences between 
the measurements used in reporting seg­
ment information and those used in the 
enterprise's general-purpose financial 
statements, and changes in the measure­
ment of segment amounts from period to 
period.
□ Effective for financial statements for periods 
beginning after December 15, 1997. Earlier 
application is encouraged.
No. 130 (June 1997), Reporting Comprehensive 
Income
□ Amends various existing pronouncements.
□ Establishes standards for reporting and dis­
play of comprehensive income and its compo­
nents (revenues, expenses, gains, and losses) 
in a full set of general-purpose financial state­
ments.
□ Requires that:
1) All items that are required to be recognized 
under accounting standards as components 
of comprehensive income be reported in a 
financial statement that is displayed with the 
same prominence as other financial state­
ments;
2) An enterprise (a) classify items of other com­
prehensive income by their nature in a finan­
cial statement and (b) display the accumulat­
ed balance of other comprehensive income 
separately from retained earnings and addi­
tional paid-in capital in the equity section of 
a statement of financial position.
□ Effective for fiscal years beginning after December 
15, 1997. Earlier application is permitted.
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GASB Statement of the Governmental 
Accounting Standards Board
No. 31 (March 1997), Accounting and Financial 
Reporting for Certain Investments and for External 
Investment Pools
□ Supersedes paragraphs 64 through 67 of GASB 
Statement no. 11, Measurement Focus and Basis 
of Accounting—Governmental Fund Operating 
Statements.
□ Amends GASB Statement nos.
1) 2, Financial Reporting of Deferred Compensation 
Plans Adopted under the Provisions of Internal 
Revenue Code Section 457;
2) 3, Deposits with Financial Institutions, Invest­
ments (including Repurchase Agreements), and 
Reverse Repurchase Agreements;
3) 10, Accounting and Financial Reporting for 
Risk Financing and Related Insurance Issues;
4) 28, Accounting and Financial Reporting for 
Securities Lending Transactions.
□ Establishes:
1) Accounting and financial reporting standards 
for all investments held by governmental 
external investment pools;
2) For most other governmental entities, fair 
value standards for investments in (a) partic­
ipating interest-earning investment contracts, 
(b) external investment pools, (c) open-end 
mutual funds, (d) debt securities, and (e) 
equity securities, option contracts, stock war­
rants, and stock rights that have readily deter­
minable fair values.
□ Provides guidance:
1) For applying fair value to certain investment 
transactions for defined benefit pension plans 
and Internal Revenue Code Section 457 
deferred compensation plans;
2) For reporting the fair value of investments in 
open-end mutual funds and external invest­
ment pools.
□ Requires, for internal and external investment 
pools, the equity position of each fund and com­
ponent unit of the reporting entity that sponsors 
the pool to be reported as assets in those funds 
and component units.
□ Provides reporting standards when income from 
investments associated with one fund is assigned 
to another fund.
□ Establishes minimum requirements for the 
financial statements to be presented and the dis­
closures to be made in the:
1) Separate financial reports of governmental 
external investment pools;
2) Sponsor’s report concerning those pools, 
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including expanded disclosure requirements 
if separate pool financial reports are not 
issued.
□ Provides standards for reporting individual 
investment accounts that a governmental entity 
provides to other entities.
□ Effective for financial statements for periods 
beginning after June 15, 1997. Earlier applica­
tion is encouraged.
Standards for Performing and Reporting 
on Peer Reviews
Standards for Performing and Reporting on Peer 
Reviews (January 1997)
□ Supersedes the current Standards for Performing 
and Reporting on Peer Reviews.
□ Expands the definition of an accounting 
and auditing practice for peer review pur­
poses to include attest services on financial 
information if the firm audits, reviews, or 
compiles the historical financial statements of 
the client.
□ Requires:
1) A firm that performs agreed-upon procedures 
engagements under SAS no. 75, Engagements 
to Apply Agreed-Upon Procedures to Specified 
Elements, Accounts, or Items of a Financial 
Statement, to have an on-site peer review;
2) A risk-based approach when selecting offices 
and engagements for review on an on-site 
peer review.
□ Revises the guidelines for selecting the number 
of engagements for review on an off-site peer 
review.
□ Eliminates the restriction limiting the number 
of successive reviews an on-site team captain 
or off-site reviewer can perform on the same 
firm.
□ Requires that a review team member be associ­
ated with a firm that has had an unqualified 
report on its most recent peer review.
□ Applies to firms in the AICPA peer review 
program (which includes firms that are a 
member of the Private Companies Practice 
Section), to individuals and firms who per­
form and report on such reviews, to state 
CPA societies administering the reviews, and 
to associations of CPA firms assisting their 
members in arranging and carrying out peer 
reviews.
□ Includes Peer Review Standards Interpreta­
tion nos. 1 through 3, issued through January 1, 
1997.
□ Effective for peer review years beginning on or 
after January 1, 1997.
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Your Voice in Washington
Proposed Senate stock option amendment dropped 
In a June 24, 1997, letter to Senators Carl Levin (D- 
MI) and John McCain (R-AZ), the Institute outlined 
its strong opposition to their proposed amendment 
to the Senate budget bill that would have limited 
the tax deduction for employee compensation paid 
in the form of stock options.
The AICPA characterized the proposed amend­
ment as “highly inappropriate” because it would 
“effectively ... inject Congress into the accounting 
standards-setting process.” Furthermore, the AICPA 
pointed out that “strict SEC and IRS regulatory 
standards already are in place for stock option 
grants” and that Congress previously considered 
this issue.
Senators Levin and McCain dropped their plan to 
offer the amendment. Instead, the Senate adopted 
a non-binding Sense of the Senate Resolution call­
ing for congressional hearings. No similar language 
is included in the budget bill approved by the 
House.
AICPA congratulates IRS restructuring commission 
The AICPA congratulated the National Commission 
on Restructuring the Internal Revenue Service for 
its report, “A Vision for a New IRS,” which was 
released in late June. In a letter to the Commission, 
the Institute noted it is pleased with a number of 
the Commission’s recommendations, which are 
consistent with proposals advocated by the AICPA.
Among those recommendations are an indepen­
dent board of directors for the IRS, a fixed term of 
office for the Commissioner, and a system requiring 
analysis of proposed tax legislation for complexity. 
Watch for legislation to be introduced this summer 
that would implement the recommendations in the 
Restructuring Commission’s report.
Sales tax simplification ideas sought
The AICPA state and local taxation committee is 
seeking suggestions as to how the sales tax compli­
ance burdens on businesses could be simplified and 
reduced. Suggestions on key problem areas in sales 
tax administration, existing good efforts now being 
taken by organizations or state and local govern­
ments to address problem areas, and priority prob­
lem areas not now being given significant attention 
would be helpful.
The most helpful suggestions would define a prob­
lem and propose solutions. Ideas may either be spe­
cific to a state or element of tax or “breakthrough” 
ideas that suggest broad restructuring or systemic 
changes to sales/use tax compliance. Submit sugges­
tions to Jeff Lemmons via FAX (214) 754-7902 or E- 
MAIL Jeff_Lemmons@notes.pw.com □
AICPA Conference Calendar
National Government Accounting & Auditing 
Update Conference
August 25-26—JW Marriott, Washington, DC 
September 29-30—Hyatt Tech Center, Denver, CO 
Recommended CPE credit: 16 hours
OMB A-133 In-Depth 97 (Post National Govern­
ment Accounting & Auditing Conference Program) 
August 27—JW Marriott, Washington, DC 
October 1—Hyatt Tech Center, Denver, CO 
Recommended CPE credit: 4 hours
Advanced Litigation Services Conference 
October 16-17—The Mirage, Las Vegas, NV 
Recommended CPE credit: 16 hours
National Governmental Training Program 
October 20-22—The Buttes Resort, Tempe, AZ 
Recommended CPE credit: 24 hours
National Federal Tax Conference in conjunc­
tion with the Fall Tax Division Meeting 
October 27-29—JW Marriott, Washington, DC 
Recommended CPE credit: 16 hours
National Auto Dealership Conference
October 27-28—Disney’s Contemporary Resort, 
Orlando, FL
Recommended CPE credit: 16 hours
National Conference on Banks and Savings 
Institutions*
November 6-7—Grand Hyatt, Washington, DC 
Recommended CPE credit: up to 24 hours 
(*Special Optional One-Day Pre-Conference
Program on November 5.)
Annual Securities Conference
November 11-12—New York Hilton, New York, NY 
Recommended CPE credit: 14 hours
National Credit Unions Conference
November 13-14—JW Marriott, Washington, DC 
Recommended CPE credit: up to 18 hours
National Business Valuations Conference
November 16-18—Loews Coronado Bay 
Resort, Coronado, CA
Recommended CPE credit: 20 hours
National Conference on Real Estate
November 17-18—Marriott, New Orleans, LA 
Recommended CPE credit: 16 hours
To register or for more information, contact AICPA 
Conference Registration, tel. (800) 862-4272.
Practicing CPA, August 1997
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Invest for Success
The accounting profession is in the midst of many 
changes, today—changes that offer opportunities to 
firms in a position to take advantage of them. There 
are probably a number of steps you can take to 
strengthen your firm so that these opportunities 
don’t pass you by. And now is the time to begin. The 
summer and fall months are the ideal time to plan 
success strategies. Here are some ideas.
Invest in your firm. Do not wait to invest. Invest 
now. Many CPAs have trouble deciding when to cut 
back, when to save, and when to spend more on 
their most valuable assets—their practices. I believe 
that in this competitive environment, you must “go 
for it.” Hire talented people, spend more on tech­
nology, train your staff, and educate your clients 
and prospects on your presence, skills, and willing­
ness to serve them.
Be careful when admitting new partners. A 
crucial question for practitioners is how to grow 
their firms. Growth requires quality owners, and the 
selection of these owners requires significant 
thought. Don’t jump into partnerships unless you are 
comfortable with every aspect of them. If you are 
creating partners from staff ranks, make sure you 
implement training programs to groom these indi­
viduals so they have the skills needed to build the 
future of the firm.
Reorganize. Consider eliminating the standard 
titles that have been banging around the accounting 
profession for so long. Throw away old paradigms 
and consider a functional organization that includes 
titles such as directors (owners), associates (staff 
CPAs), and consultants (non-CPA practitioners). Be 
certain you consider leverage when reorganizing— 
that is what makes a firm successful.
To make this work, you must be willing to dele­
gate. This requires trusting staff with closer client 
relationships. Trust is essential in building a prac­
tice; however, non-compete agreements with staff 
members are also needed. Non-compete agreements 
are a practice-protection tool and should be stan­
dard procedure in every firm, no matter how high 
the level of trust.
Attract the best people available. Spend more 
time and money recruiting and hiring. Establish 
performance goals and expectations for new 
employees. Be explicit about what you expect and 
don’t nickel-and-dime candidates you would like to 
hire.
When you hire someone, you are not getting mar­
ried; it need not be a lifelong commitment. You will 
know in six to eight months if you are on the right 
track with a new employee. If you make a hiring 
mistake, take action to terminate employment soon­
er, rather than later.
Train, train, train. This is a philosophy of prac­
tice, a way of life. Train everyone; support staff, 
partners, professional staff—everyone. Train them 
in technology as well as interpersonal and market­
ing skills. Firms with a reputation for maintaining 
good learning environments tend to attract better 
people and retain them longer.
In essence, the common thread running through 
these ideas is the need to invest in attracting the 
right people to your firm and developing the skills 
they will need to ensure its success. In all successful 
firms, people are the key ingredient. □
—by Jay N. Nisberg, Ph.D., Jay Nisberg & Associates, 
Ltd., 9 Chipmunk Lane, Ridgefield, Connecticut 06877, 
tel. (203) 438-8914, FAX (203) 797-1539
New Practicing CPA Article Collection
A new book, The Practicing CPA on Developing 
and Marketing Services, is now available from 
the Institute. The book is a collection of articles 
dealing with the development of specific services 
and marketing and selling services that have 
been published in the Practicing CPA from the 
first issue in November 1977 through December 
1996.
Many practitioners use Practicing CPA articles 
to stimulate discussion at partner retreats and as 
reference when planning various firm programs. 
This volume makes it easier to refer to specific 
topics and eliminates the need to search for past 
articles to review for ideas.
The Practicing CPA on Developing and Mar­
keting Services covers the business consulting 
niche, business planning and business valuation 
services, and various aspects of bankruptcy prac­
tice. It also describes how to facilitate client 
retreats, how to deal with family businesses, and 
how to help clients improve productivity and prof­
itability. Other articles deal with government 
work, healthcare, law firm management, telecom­
munications, personal financial planning, estate 
planning, and tax return preparation.
Part 2 of the 187-page book covers various 
approaches to marketing and selling services; 
how to communicate effectively; how to manage 
clients’ expectations and assess client satisfac­
tion; and how to develop networks, referrals, and 
relationships.
To purchase The Practicing CPA on Developing 
and Marketing Services, product no. 093001, cost 
$29 (members), $36 (nonmembers), call the 
AICPA order department, (800) TO-AICPA. Ask 
for operator PC.
Practicing CPA, August 1997
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Questions for the Speaker (Keeping current)
A participant at a small-firm forum at the 
Practitioners Symposium said to the panelists, “You 
seem to feel it is important to have a good balance 
in life and I’m envious of you. I seem to be becom­
ing more overwhelmed. Clients expect more every 
day. Would you address how you keep current on 
everything?”
Bea Nahon, a Bellevue, Washington, CPA, says 
the reality is that you can’t do everything. “At our 
firm,” she says, “we each attend a number of CPE 
courses and seminars in order to stay current in 
what we do well, and share the information within 
the office. We are selective about the conferences we 
attend. I love going to conferences like this (the 
Symposium), for example, because it offers a taste of 
everything. I also find a lot of information on the 
Internet. There are some great Web pages out there.”
Emile P. Ostriecher III, an Alexandria, Lousiana, 
practitioner, says it is becoming more and more dif­
ficult to stay current and lead a balanced life. He 
was a sole practitioner for a number of years and 
this was the reason he affiliated with some other 
practitioners. The present firm enables the partners 
to specialize and, between them, cover most client 
needs. Nevertheless, there are still some services 
they cannot do and choose not to offer. □
Need some help? Come to a free PCPS Roundtable on 
growth and profitability. PCPS Roundtables will be held 
in Denver, CO, in conjuction with the National Government 
Accounting & Auditing Conference on Sunday, 
September 28, 4:00 - 6:00 pm.
For more information or to register, call 1-800-CPA-FIRM.
The AICPA Private Companies Practice Section: 
helping local and regional CPA firms manage change. AICPA
Building Relationships
(continued from page 2)
□ Appreciate and value others. They have the ability 
to bring different perspectives together in the spirit 
of mutual respect. They value the uniqueness of 
every individual.
□ Exhibit considerable social skills. An under­
standing of the rules of etiquette contributes to 
their feeling comfortable and confident in differ­
ent settings. Tact and diplomacy allow them to 
put other people at ease and make them feel val­
ued and important.
□ Believe in potential and growth. With a strong 
belief in their own potential, they actively 
encourage others to achieve their best. They real­
ize the positive influence this will have on subor­
dinates’ performance and career progress.
77 See relationships as interdependent versus inde­
pendent. They have the ability to cooperate with 
others and elicit cooperation from others. Seeking 
mutual benefit is one of their strong attributes.
□ Stimulate action. People who have this skill 
are able to have an impact on others and can 
influence or move them to action. They are able 
to get employees to buy into a vision or goal and 
persuade clients to buy more services.
You might want to compare your relationship­
building skills with the above characteristics of an 
attractive business partner. The described traits show 
what it takes to build and nurture strong business 
relations with clients, colleagues, and associates.
Plant now, harvest later
One principle with which we are all familiar is that 
you must sow in order to reap. It makes no sense to 
go out into your garden to pick tomatoes, for exam­
ple, if you never planted any.
In our wishful thinking, we would like opportuni­
ty, in the form of new business, to simply present 
itself. And yet we know better. In order to obtain 
new business, we must do something. That some­
thing is to cultivate a strong network of personal 
and professional relationships throughout our 
careers. □
—by Randi Marie Freidig, The Freidig Group, 2202 
Fifth Avenue North, Seattle, Washington 98109, tel. 
(206) 284-3833, FAX (206) 286-1904
Editor’s note: The above article is based on Ms. 
Freidig's book, Increase Your Personal Marketing 
Power: Relationship Skills for CPAs, published by 
the AICPA. To purchase the book, product no. 
090417, cost $28 (members), $37 (nonmembers), call 
the AICPA order department, (800) TO-AICPA. Ask for 
operator PC.
Practicing CPA, August 1997
AICPA/PCPS Future Forum and Leadership Retreat
The “CPA Vision Project” is a national visioning effort to help the profession seize new opportunities during 
a time of major economic, technological, and social change. A grassroots effort, it will begin with “Future 
Forums” conducted in 50 states, at which CPAs will develop a vision for the future.
One “Future Forum” specifically for CPAs in public practice is the AICPA/PCPS Future Forum and 
Leadership Retreat on October 5-7 at the Ritz-Carlton Huntington Hotel, Pasadena, California. A PCPS event 
to the core, the program will provide ample time for networking, sports, and social events, as well as the main 
focus—a full day in a future forum, and a half-day session on “creating the fantastic firm.”
Registration fee for the entire retreat (one partner per firm, only) is $295 (no charge for guest). “Future 
Forum” session only is free.
Registrant’s name Nickname for badge




Check for $payable to AICPA enclosed. (Full payment must accompany registration form.) 
Or bill credit card: MasterCard/Visa/Discover #amount $expiration date__ /___ /__  
Signature______________________________________________________________________  
Mail or FAX registration (FAX registration by credit card only) by September 2, 1997, to AICPA 
Meetings/Registration, P.O. Box 2210, Jersey City, New Jersey 07303-2210, FAX (201) 938-3169.
ADDRESS SERVICE REQUESTED
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201 Plaza Three 
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